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The Honorable William E. Kennard
Chairman
Federal Communications Commission
1919 M Street, N.W. Q : , S . o
Washington, DC 20554 AUV T R TR L3

Dear Chairman Kennard:

[ want to thank you for seeing us on Wednesday regarding our Section 271 petition for
South Carolina. The interest that you and your staff have expressed in streamlining

procedures that the Commission will follow in reviewing future petitions is certainly
welcomed.

We hope that the South Carolina order will give us some reason to sit down with the
Commission staff and work through any concerns that the Commission might have with
our subsequent petitions before they are filed. We would only ask that the Commission’s
staff commit to concluding such discussions within a month of their getting underway.

If this process is to go forward, the Commission will need to avoid conditioning
BellSouth’s entry into long distance markets on our satisfying requirements that are either
beyond the Commission’s jurisdiction or beyond our control. Deaveraging charges for
unbundled network elements as a condition precedent for entry falls into both categories.

We understand, as local exchange markets become more competitive, the need to bring all
rates — wholesale as well as retail — in line with underlying costs. However, the virtually
unavoidable result of deaveraging UNE prices at the present time would be to raise local
rural and residential rates. Moving all rates to costs promises to be very difficult and time-
consuming. The state commissions will be hard-pressed to explain that the “benefit” of
competition is a price increase.
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Most of the state commissions in our service territory are elected, and they have resisted any
action that would result in basic residential rate increases. They also, with some justification,
tend to view rate deaveraging proposals as a means of giving large business users, such as a
major interstate bank headquartered in Atlanta, Charlotte, or Columbia, an even larger break
on its telecommunications rates at the expense of raising rates for residential and small
business customers in high cost rural areas where incomes tend to be below par.

While such attitudes may change as the realities of competition become better understood,
that process will no doubt take time. It also will require Federal and state regulators to put a
universal service mechanism in place that will keep rates in high cost areas widely affordable.

Given all of this, we are extremely concerned that conditioning approval of our Section 271
petitions on our state commissions agreeing to deaverage UNE rates will only serve to delay
our entry into long distance well beyond the date when our local markets are open to
competition. Whatever the Commission’s legal authority to impose such a condition, it also
will do little to promote local residential competition since resale discounts will remain larger
than the effective discounts on UNEs in virtually all markets. Indeed, conditioning approval
on any contested state proceeding merely allows AT&T and others to delay our entry further.

We will be in touch with the Commission’s staff in the next few days to determine how we
will proceed. We look forward to working with you and your colleagues on this matter.

Sincerely yours,

Y



%ANDERSON

SR,
P i

b
m I
o

ESTAB

3

/ OIL & GAS.INC. R o
fo—
o
==
Anderson Exploration Energy Company, L.C. January 20, 1998 -
The Carthage Partners, L.C. 8
The CDF Partuners, L.C.
GMA Energy, L.C.
The Honorable William Kennard
Chairman, Federal Communications Commission
1919 M Street, NW — /
Washington, DC 20554 CC Lec Ke} No. g7 A3/

Re:  Application of BellSouth to Enter the Long Distance Market

Dear Chairman Kennard:

We fully support BellSouth's entry into the long-distance market, and urge you
and your colleagues to expedite the process and approve their application without delay.

Since the Telecommunications Act was passed in 1996, BellSouth has diligently
worked to meet the stipulated requirements for entering the long-distance market in
Louisiana. During hearings before the Louisiana Public Service Commission, BellSouth
demonstrated compliance with all items on the 14-point checklist.

Their networks have been opened to competitors, and they have signed resale and
interconnection agreements with numerous companies that specifically want to do
business in Louisiana. They demonstrated that their competitive interfaces are
operational. Finally, in gaining the endorsement of the commission, BeliSouth convinced
the members that their plan is in the best interest of Louisiana consumers.

BellSouth has followed the specified steps for entering the long-distance market
and deserved the opportunity to compete for long-distance service. The final step is
gaining the approval of the Federal Communications Commission.

BellSouth has been a solid corporate citizen of this area for many years. I am
confident that BellSouth's entry into the long-distance market will be nothing but
beneficial for the people of North Louisiana, and for the Shreveport area. My company
has conducted business with BellSouth for many years, and its entrance into the long-

distance market will further strengthen the confidence we already have in BellSouth and
its management.
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The Honorable William Kennard
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I understand that you have 90 days to rule on BellSouth's request. I urge you and
your fellow commissioners to move quickly to BellSouth's request.

Thank you for your consideration.

Very truly yours,

W. Brantley Anderson
Counsel



N R R

SMITHBARNEY 3182210000 + 8005741415

AMember of TravelersGroupy NG

e . T :,3
L e e e i e b 4Rt

January 20, 1998

CC Docket No. G7-231

The Honorable William Kennard

Chairman, Federal Communications Commission
1919 M Street NW

Washington, DC 20554
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Dear Chairman Kennard:

I am a BellSouth stockholder, who, as you might imagine, is interested in the long-term
growth of the company. 1 understand and appreciate their corporate mission and
objectives and have great confidence in the leadership and management teams. If I did not
believe in them, 1 would have selected another investment.

For the past two years, management has blazed the trail for BellSouth’s entry into the
long-distance market. Now, after complying with all the provisions as established with
passage of the Telecommunications Act of 1996, BellSouth is poised to compete in the
long-distance market. Your approval is the final hurdle for them to surmount before
expanding their product line.

Foreign companies are now entering the lucrative long-distance market in America. Why
should BellSouth, an American company that has provided quality services to consumers
in the South for many years, be excluded from competing in this same market?

Give BellSouth the nod to further diversify their product and service offerings so that my
investment will continue to appreciate.

Sincerely,

Hosdihod—

Walter E. Watts, Jr.,"CLU, ChFC
WEW:nl
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Mr. William WKennard

Federal Communications Commission
1919 M Street N.W.

Washington, D.C. 20554

RE: Local Telecommunications Competition

Dear Mr. Kennard:

| am writing in response to a newspaper article that appeared in the Tribune Review in
Pittsburgh, PA. on Saturday, November 29, 1997 from the Bloomberg News. We are a
small telecommunications company that has sprouted from the Telecommunications
Act of 1996. If is was not for the act we would not have this opportunity to provide
competitive local exchange service. | wish to thank the Federal Communications
Commission for the attempt to remove some of the barriers that would have stopped
our progress.

My name is John Cuﬂy | am a downsized telecommunications professional with 22
years with Bell Atlantic and AT & T. in October of 1995, | began to capture a vision for
a Local Exchange Carrier for shared tenant services. As | began to research and build
a business plan timing could not have been better for the Telecom Act. On Sept. 1,
1996 we opened our doors to pravige service in the Wastern Pa. area. Our initial
hindrance came from another who continued to meet with me to understand
what we planned to offer. After delaying our entry upon false promises we began to
offer LD, Regional Toll, 8Q0, and calling card services March of 1997. Today we provide
Local rezsale Bell Atlanttc services, Régmnal Toll, Long Distance, International, 800,
voice mail, and ¢ xard products. This month we unveiled filtered internet access
that biocks out porn ic, hate and violent sites on the WWW. We are an approved
contractor with a pendmg bid ag al for the US Air Force 911th airlift wing and will be
included in the Allegheny Count ;‘biﬂding process the first quarter of 1998. We have
maintained a 25 - 30 % growth rate to 1000 customers and 3500 lines to date. Each
day brings new opportunities. ]

Your article seemed to show ; concern of why is it taking so long for small companies |
(like Curry) to grow and compete. From our point of view it is financial. We secured !
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startup capital of $ 125,000.00, and have invested $ 60,000 of my 401k saved through
my former employer and the cash flow only seems to get tighter. Our invoice this month
is $ 80,000 outstanding bills should be around $ 45,000 the remaining profit, but as of
yet we have only hit break even on projections not on reality. We have found out the
consumer is not to quick to pay their bills, and there is no safeguard to know if we just
signed up a poor paying customer.

We have found it took time for us to develop a trust with the public. After spending
$60,000 on advertising this past year we have gained name recognition. We are in
desperate need for a line of credit and can not secure one. The local SBA is
encouraged by our approach and business plan, but the lending institutions are so
conservative we are just wasting time by meeting with them. We were approached by
two companies to cover their organizations with our tariffs. The first was HSS vending,
a Pittsburgh based company interested in our tariffs to launch them in to the local loop,
but we received counsel to stay away from this organization. The second was a
Michigan company that we also did not feel comfortable to do business.

Our vision is to not stop at resale, but to become a facilities based provider to develop a
template that will be franchised through out the US. If there would be support for high
risk companies like ours there may be more entering the local loop. | am very open for
guidance or suggestions on how we can raise capital for the cash flow. Susan and |
have used all the resources we know of except for our charge cards.

Respectfully

enc.
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Small company competes

1t's disturbing to hear USA TODAY sing:
o ing the off-key and shrill long-distance
tune. You bought the AT&T and MCI local-
competition gripes without the slightest
skepticism. And you were wrong.

Here are the facts. At Bel!l Atlantic, we
are open for business to all competitors. In
our service territory, 91 companies have
asked to offer local service since the pas-
sage of the telecommunications act. They,
range from MCI, who just announced it
will initially serve an exclusive class of
New lersey business customers, to Curry
Communications in Pittsburgh. There, a
husband-and-wife team are reselling Beil.
Allantic’s local service out of their small
office at competitive prices.

If John and Susan Curry can compete.
with Bell Atlantic, why can't AT&T and:
MCI? The fong-distance Goliaths obviously
want a valuable commodity for nothing.

For the most part, siate regulators have
handed these companies reasonable cost-
based rates for buying our service or con-
necting with our networks. Moreover, Bell
Atlantic and NYNEX are leading the local
telecommunications industry by making
lncal access even easier. We are doing so
without raising local rates, and we have
frozen tnany rates more than 19 vears.

AT&T can’'t make the same claim. It's
time for AT&T and MCI to stop their inces-
sant whining designed only to block our le-
gitimate eniry into the long-distance busi-
ness. Consumers deserve real choices for,
all services — long distance and local.

We've waited far too long Amencas
consumers have as well.

™ James G. Cullen, vice chairman
Bell Atlantic Corp.’
Arlington, Va.
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Focal phone
conpeiitors hke
Cinry are what

teleom il
hadh m nnnd

By Ken Zapinski
Post Gazette Staff Writer

| : ) EAST PITTSBURGH
4 rom an old bank building built in this corner of the world's better
days, John and Susan Curry are reshaping the U.S. economy

. one lelephone pumber at a time.

The busband-and-wife entrepreneurs from Monroeville are who
federal lawmakers had in mind when they crafted the Telecommuni-
calions Act of 1996. The legislators’ intent was to increase competi-
tion in the telephone industry, and the Currys are using the federal
law to do exactly that.

Their company purchases Beil Atlantic-Pennsylvania Inc. service

' at wholesale rates. Then they resell it to cus-
tomers, line by line, under the Curry Communi-
ca(lilons Inc. brand name at prices that undercut
Bell's.

The Curtys’ slory is no dillevent from tales of en-
terpreneurial struggle anywhere, with one notable
exceglion. Would-be business magnates, limited
only by their vision and their appetitile for risk,
could always try lo sell a belter mousetrap, but
they could never try to sell a better phone call.

Now, as the Currys demonstrate, {hat same
cotupetitive vigor is befinning to creep into the
$100 billion-a-year local telephone market. And the
Currys' effort hints at what lelecommunications
reform can mean for consumers as well as the

economy.

When Philadelphia-based Bell Atlantic restruc-
tured John Curry's joh out of existence in 1995, he
could have moved lo Maryland or somewhere else.
Instead, he chose to stick around Western Pennsyl-
vauia.

Now, on {he second floor of an old Mellon Bank
building rechristened the “Mon Valley Indus(rial
Workshop,” Curry, 42, directs the company's three
salaried employees and its 20 commissiot-only ac-
count execulives. Their product: phone service
over Bell Allantic lines at five percent off Bell At-
lantic’s prices.

“We are 100 percent local. We are in Allegheny County, and we are cre-
ating jobs in Allegheny County,” Curry said. “We're here to help a lax
base as well as economic opportunity in this region.”

Curry's proclamation might seem overblown. But industry experts like
to point to an example close to home to demonstrate the economic bene-
fits of competition: the deregulation of the long-distance phone markel.

Long-dislance calls are cheaper now than they were before the Bell
System breakup in 1984 and the sound quality is better. MCI Communica-
tions Corp. and Sprint Corp. were once upstarts. Now they are major cor-
porations whase success have spawned a hostof smaller campauies. And
where the country once had a single network of lelephone lines linking
coast o eoast, it now has four  along with the crews needed to build
and maintain them

-



Phone service reseller ekes out
a living from Bell discount

It's not just mom-and-pop companies Curty Communications that are
trying to break into the local market. Bell Atlantic has signed agreements
wilh 22 other companies allowing them to use ail or part bl its network of
fines, switches and computers to ?rovide focal service in Pennsylvania.

Those companies include MCI and Teleport Communica-
tions Group, a collaborative effort by cable giant Tele-Com-
munications Inc. and three other cable providers.
Bell Atlantic must cooperate with ils compelitors because
federal lawmakers require it. To foster competition in the
(cle{yhm\e industry, the Telecommunications Acl requires
Bell Atlantic to sell competing companies access to every as-
ect of its phone system. That includes everything from the
ines going into peoples’ homes to telephone poles, direclory-
assistance operators and {istings in the phone hook.

Some companies might need access to all of those items.
Others, even those building separate networks of their own,
need access to some of them, atdeast until their new systems
are completely in place.

Federal officials left it ur to individual states 1o set the ac-
cess charges. The Pennsylvania Public Utility Commiission fi-
nalized its price list two weeks ago in a controversial 3-2 deci-
sion that pleased no one.

Companies looking to move into the local phone business
think the prices are too high. So dees PUC Commissioner
John llana&lar, who veted against it.

“While this case has a lot of numbers and arcane argu-
ments, the result of this commission’s numbers will unfortu-
nately be much more reai and practical,” Hanger said.
Telecommunications compan'les, he said, “will target invest-
ment and jobs (o those junisdictions that genuinely and rea-
sonably open their local phone markets to competition. In-
vestment will go first lo the greenest pastures. ...

“Pennsylvania may well look to those cornpanies planning

SFF CURRY. PACSF L7

CURRY FROM PAGE C-1

new communication investment
more like my brown, sun-scorched,
sloping froni lawn than a green,
level playing field.”

Just brefore the July 10 PUC

", vote, AT&T Corp. and an ineustry

coalition warned that a wrong
move could cost the Pennsylvania
economy thousands of jobs and
hundreds of millions of dollars in
capital investment.

Alter the vote, AT&T executives
acted quickly to let people know
they thought the PUC hlew the call.
“In light of loday's ruling, our in-
vestment decisions for Pennsylva-
nia will have to be re-examined,”
said Jim Ginty, the long-distance
company’s vice president for gov-
emment affairs.

Bell Atlantic, on the other hand,
said the rates are so low that it will
end up subsidizing the companies
that want o steal its local phone
business.

And Chairman John Quain said
the PUC-set prices represent a dis-
count of nearly 50 percent off Bell
Allantic's business rates, leaving

- plenty of room for would-be com-

petitors to make a profit.

The PUC's prices are low
enough for the Currys. Their com-
pany purchases regular Bell Atlan-
tic service at a PUC-mandated
discount of 18.43 percent off the
regular retail rates. Curry, in turn,
resells that service to residences
and businesses at 95 percent of
Bell's rate.

Put another way, the monthly
service that costs you $100 can be
purchased by the Currys for $81.57.
They sell it to you for $95. From the
remaining $13.43 come items such
as the sales commissions, the cost
of billing customers, office rent and
advertising. .

John Curry said there will be
enough left over to leave a profit
because his operation is more effi- -
cient and has less overhead. Part of
a Bell customer's monthly bill goes
to the company’s headquarters
building in Philadelphia, he said.
“We like it here,” he said, looking
around his modest surroundings.

Curry started a career in the old
Bell System in 1973 as an interna-
tional operator the day after he
gradualed from Pittsburgh’s Alle-
slhriny High School. He moved up to

irectory assistance and by the end
of his 22-year-career had rtsen to

engineer,

hen Curry’s job disappeared,

he made the jump from corporate
cog to entrepreneur. He expanded
an office-furniture painting busi-
ness he started in his spare time.
But within a few months, Curry was
back to telephones.

Curry believed a technologically

adept company with an emphasis
on customer service could lure cus-
tomers away from Bell. He and his
wife developed a business plan and
went looking for capital.

They raised $250,000 from sav-
ings and from.loans from the Com-
munity Loan Fund of Southiwestern
Pennsylvania, the Allegheny De-
partment of Development and Peo
ple's Bank of Unity.

“I knew John was a really smart
guy,” said Jerry Garner, who left a
job at PPG Industries Inc, to be-
come vice president of sales at the
fledgling comﬁany owned by his
one-titne neighbors. “If it could be
done, he could do it.”

Gatner said the company, which
signed up its first customer in Jan-
uary, is growing 25 percent a
month. Curry Communications ad-
vertises via endorsements by Fr
Honsberger on KDKA-AM (1020) s
and on Christian radio station™' &
WORD-FM (101.5). Garner said the
ads emphasize the company’s dis
count long-distance rates rather
than its local phone service. . .+

“I'm not going to discuss the -
number of customers, but we're .1
very happy with what we have,” !
Curry said. e

Polential customers can be skit::
tish. They want to know what the.: -
catch is. “We get that all the time;”:
Curry said. IR

One man who ordered servige . .
from Curry later backed away after
a Bell Atlantic customer-service ...
representative told him the compa-:
ny could not provide him with ldeal
service. R

“Unfortunately, that did hap-'»..
pen,” Bell spokesman Paul Miller -
said. “It's been corrected.” - ;. ..,

He said Curry Communicatlons -
is not only a competitor but also a..
customer, albeit one that buysata-
discount. Miller said Bell Atlantic is
anxious for local competition be-- -
cause that is one of the requiire- ..
ments the company must meét - - -

. before the Federal Communica-:- -

tions Commission will permit it to
compete in the lucrative long-dis=
tance market. e
Some day down the road,; Curry -
said, his company will invest in.its . .
own switches so it can offer more- -
advanced telecommunications sér-
vices than Bell Atlantic offers:For-.
now, the Currys work long hotirs. ..

just to let people know that Bell- -~

1sn't the only choice anymore..Even
their 14-year-old son, Brian, h;lx:

- out after school and on weeké

Despite the cutting-edge nature!”
of their business venture, John-and.
Susan Curry are just like any other
small-business owners trying to re-
alize a dream.

“I'm pretty close to povertyright
now because I put everything ] .
have back into the business,” John
Curry said. -
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Start Up

After getting downsized out of a job at Bell Atlaniic Corp.,
Jobn Curry 1s taking on his ex-emplover with his ozon
local phone company, Crrry Communications Inc.

ittshurgh nagve John Curry was always coming up
with business ideas—so many, in fact, that his wife,
Susan, once gave him a decorative ceramic jar
labeled: Grandiose Schernes. '
Litde did he know at the time that one day the jar
waukd scern much too small to hold his idea for a local
telephone company that would compete against his for-
mer employer, telecommunications giant Bell Atlante
Corp.
Today, he keeps that jar above hie desk in his office at
Curry Communications Inc., a subtle reminder of this,
his uitimate grandiose schcme
Curry, now 42, started working for B&ll in 1973 as an
overseas operator. Over the years, he held “20 to 30" dif-
ferent jobs within the company, including directory-
assistance operator and conductor of job evaluations in
the human-resources department. Most recently, he

~John Gurry’s ulimate
‘Jrandiose scheme

served as an engineer who-designed cabling and arcwis.

Curry packed his 22 years of service into @ box onlv a
few diys before he got the inevitable notice that his job
was being elminated, along with <ix others in his depart -
ment.

“T was so sure that [ cleaned my desk out the day before
Memoral Day.” Carry says. The notification followed
on May 31, 1995.

Curry is careful not to show bitterness, but he adimts
the sudden reality of knowing he wouldnt retire at Bell
was difficult to take.

“You put in 12 to 15 hours a day because you're afraid
of losing your job, then you lose your job anyway,” he
says, shaking his head.

But it also prepared him well for what would become
the biggest career change of his life, a point which does-

11t go unrecognized.

By DARIEL BATI

“1 was very gratefui that they mained me for 22 years
embark on my new career,” Curry says i an effort o
a more positive stant on his transitional cirumstanee

Initially, however, his new career had fistle to do w
telecommunications. He and a partner purchased equ
ment to electrostatically paint office fumiture. hat efl
was short-fived as Curry eventually concluded, “Th
not where my training was in.”

By the waning hours of New Years Eve 1995, (4
and his wife had completed the first draft of his busir
plan. It called for a company that would eventually o
local toll service as well as everything from dial tone
long-distance service and even calling cards to resider
and business customers.

Taking on Bell with his own telephone comparn
even with 22 years of experience—is a gutsy move. £
as his wife Susan says, “That was more logical than dc
electrostatic painting.”

That's not to say she, who would become his part
in the effort, wasn't nervous. “It was scary,” she adn
“My concern was for him because, for a man, § think
job defines who they are. But he has an entreprene
mind. He looks at things as an opportunity.”

In Curry's situation, the opportunities are clear, tha
mainly to the passage of the Tetecormmunications A
1996, which cleared the way for competing loc
against the Bells of the nation.

Curry Communications isn't alone. Sprint in
announced its own plans to begin offering local toll
vices to businesses in Pennsylvania. “Local tolt servi
Sprint’s next step toward offering a total telecomm
cations package to meet our customers needs,”
Sentell, Sprint’s vice president of business marke
says in a prepared statement.

Meanwhile, Total Tel USA Comnunications alsa
offer local 101l service to businesses, providing flat-
pricing, regardless of time of day or distance. Al
according to Bell Adantic, at Jeast 20 companies
been given authorization to offer regional toll servi
the Pittsburgh area.

Says Shirley Risolds, a spokeswoman for Bell Atla
“What wete secing is the result of the “Telec
munications Act of 1996, which opened the door t
competiion. We now resell services to competitic
discounted rates. ... But the bottom line is we suj
competiton.”

Curry runs the operation along with his wife,
mainitains St perceat ownership in Coory Comn
cations. The company operates from the leased sc
floor of a former bank branch ofhice across the :
from Keystone Commons (the former Westing}
plant) in Turtle Creek That office is all that Curry)
thus far since he leases telecommunications infras
tuse from the likes of Bell and other large telephon
vice providers.

Such leasing arrangenients themselves, Uy
cedes, have proven to he the greatest struggle f¢
stact-up 1o date. While Bell does conperare
Telecommunications  Act-mandated  conpe
gundehines, Curry savs the paperwork and comple
transactions cat be cumhersote and srustratiog

Bot such frustianion doesn’t compare tothe pro
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ready for Curry in August, “then
September and then October,” he
recalls.

“Then, around January '97, they said, ‘[
don't think we can do 1t ™ he adds.
When TCG finally agreed, he says, the
service worked fine untl they all realized
that TCG couldn’t, as Curry puts it, pro
vide billing information. Curry now uses
another, unnamed carmer—one that can
provide billing information.

Curry Communications does have a
vice president of sales and marketing,
who oversees a few sales representatives
and at least 18 independent reps. Stll,
Curry himself, along with his wife,
answers many of the custormer calls and
plans to continue doing so until the vol-
ume of business dictates the need for
additional staff.

Financing ©

Curry will not disclose any specific
numbers, but he says the start-up has
been financed through personal sav-
ings, as well as low-interest loans from
the Allegheny County Department of
Economic Development and the
Community Loan Fund of South-
western Pennsylvania. He also secured
a general business loan from the former
Peoples Bank of Unity. He says he went
after roughly $250,000 in financing
altogether.

Curry says he has no equity outstand-
ing.

Sales to date

Again, Curry won't discuss specific,
sales figures. The company has been sell-.

ing its services since early this past spring,
after securing its tanffs with the state
Public Utility Commission.

Sales strategy

While Curry insists he really isn't
competing against any other phone
company, his main strategy is to offer
simple-to-follow flat-rate services, with
local service rates always remaining 5
percent cheaper than Bell Adantick.

“Our basic strategy is to keep it sim-
ple,” Cunry says. “{Bell Atlantic] has
developed such a complex, cumbersome
dinosaur that they believe only they can
figure out, and it’s our goal to make
things easier to understand.”

Curry Communications is tariffed to
sell a number of different services. “My
tariffs allow mie to pull pieces from mul-
tiple parts of the industry and bring
them together under one roof.” he says.

Among the current rates: regional toll
service at 9 cents a minute; long-dis-
tance service at 13 cents a minute; call-
ing cards at 19 cents a minute; and an
800 number at 13 cents a minute.

In addition, the company bills cus-
tomers based on 16-second intervals,
with an 18-second minimum, rather
than per minute, and without any s
charges.

Curry 1s selling the service to anyone,
residential or comnmercial, who wall bayy

it locally and elsewhere—or, as he quips,
“Anyone with a telephone.”

Marketing

Curry touts the fact that he requires no
long-term - contracts, and his - services
contain no small prnt or service fees.
When his sales staft either calls potential
customers or people call the ofhice for
inquirics, neizher Curry nor the sales staff
will attempit to close any sales over the
phone. They simply tell the prospects to
wait for the informaton to be faxed or
mailed so they can see the service offer-
Ings in writing,.

As Curry stresses repeatedly concern-
ing his main marketing strategy,
“Telecommunications has a lot of tech-
nology, but it doesn't always have integri-
ty. \We are bringing integrity into
telecommunications.”

He conveys that message via radio
advertisements on KDKA Radio, where
radio personality Fred Honsberger
endorses the service, and on WORD-
FM, the Chnistian-oniented radio sta-
ton. The message of simpliaty and
integrity also comes through clearly in
the company’s glossy, full-color brochure,
which was designed by Harr-Henderson
Design in Pittsburgh.

Among the marketing lessons Curry
has learned is that he had more success in
the early months by offering the specific
regional toll service and focusing on that
facet of the business only. When the
company added services and “felt the
need to tell the world everything we
offered,” he notes, “the phones were not
ringing as they had been”

His conclusion: He's better off sticking
with one service in the initial sales and
developing customer relationships before
trying to sell them a whole menu of ser-
vices.

Market outlook

“1 see it as limitless,” Curry is quick to
point out. “We have probably upwards of
2 million consumers we can provide ser-
vice to here.”

Indeed, anyone with a telephone
becomes a potental customer, although
Curry does acknowledge the growing
number of aggressive competitors quick-
ly joining the ranks, some of them with
deep pockets,

- Qreatest chaflenge

Curry says he wants his company to
remain agile, “wiry” and unpredictable,
something he can get away with easily as
a small company with ooly a few
employees. Ultimately, though, he plans
to develop a model for a small telephone
company that can be spun into franchis-
es ta be sold across the country.

But his greatest hurdle in the short
tertn, he says, is much more basic: “1 sce
our biggest challenge as developing a
tnst i” 'h!‘ consumer-——{ ](’t S SCrve
them”

For better o for worse, he's not
alone. sen
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January 12, 1998

CC Deoc ked No. 97-23/ Ty S
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Nl
Mr. William Kennard, Chairman -3 :?7
Federal Communications Commission bt T e e, ad
1919 M Street, N.W. W e N
Washington, D.C. 20554 &

Re: AT&T Corp. v. Bell Atlantic Corp.
File No. E-98-05

Dear Chairman Kennard:

It has come to our attention that the above-referenced
complaint, asserting that Bell Atlantic has not complied with the
terms of its merger with NYNEX, asks the FCC to (1) declare that
Bell Atlantic's proposed recurring and nonrecurring rates for
unbundled network elements in Virginia are improper; (2) require
Bell Atlantic to rerun its cost studies to comply with asserted
costing errors; and (3) require Bell Atlantic "to amend its
interconnection agreements to reflect appropriate TELRIC-
compliant rates."

This letter is not intended to comment on whether Bell
Atlantic has met any of the conditions established by the FCC
regarding its merger with NYNEX. Irrespective of that, however,
we strongly urge the FCC not to accept the invitation presented
by the complaint to infringe upon the authority Congress gave to
the States, under § 252 of the Telecommunications Act of 1996
("Act"), to set prices and to approve or reject interconnection
agreements. Nothing in that section gives the FCC any authority
to order the amendment of State-approved interconnection
agreements.

In Virginia, the State Corporation Commission has
assiduously fulfilled its responsibilities under the Act and will
continue to do so. The Commission has approved over fifty

ﬂo.oeuopmsreddéz;a}ll__

List ABCDE:
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Mr. William Kennard
January 12, 1998
Page Two

interconnection agreements, many involving Bell Atlantic. Under
§ 252 (e) (6) of the Act, the exclusive remedy for any party )
aggrieved by our determinations is to seek review in the United
State District Courts, and carriers and have not been hesitant to
express their grievances in that forum.

Moreover, our Commission has pending before it a proceeding
in which permanent prices for Bell Atlantic-Virginia's unbundled
network elements will be established. Without addressing the
propriety of Bell Atlantic-Virginia's proposed rates, the
Commission is satisfied that the voluminous evidence we have
received (including evidence from Bell Atlantic-Virginia, AT&T,
MCI and numerous other entities) will enable us to endeavor to
establish prices for Bell Atlantic-Virginia that will be in full
compliance with the requirements of the Act, as is our duty.

Sincerely,

Hullihen Williams Moore,

Vi, ot

Theodore V. Morrison, Jr., Commissioner

Chairman

CM:cc

cc: Michael E. Glover
James F. Bendernagel -~
Mark C. Rosenblum
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December 30, 1997
FEDERAL COMSMUMCATIONS COMAMISSION
OFFICE OF THE SECRETARY

The Honorable William Kennard, Chairman

Federal Communications Commission

1919 M Street NW A~ TN Lk i ey B R
Washington, DC 20554 (.« 9, UL'KCJ‘“ No, 1/ 43

Dear Chairman Kennard:

As the newly appointed Chairman of the Federal Communications Commussion, I understand that
one of the issucs you and your colleagues will address is BellSouth’s application to enter the long
distance market in Louisiana. I support BellSouth’s entry into the long distance market as an
important step which will foster robust competition in all sectors of the telecommunications industry.

BellSouth’s entry into the long distance market will in turn stimulate investment by other providers
in the local telecommunications market.

New Orleans and the rest of Louisiana need the development of a state-of-the art telecommunications
infrastructure to insure econornic growth in the future. I endorse the findings and recommendation

of the Louistana Public Service Commission that BeliSouth should be allowed to compete in the
long distance market.

I hope that the Federal Comimunications Commission will concur and approve an application by
BellSouth which will have a significant positive impact on the economic future of New Orleans.

Sincerely,

é u‘”\ O\(B Qﬁ«m - &-j-w g
Ellen Hazeur-Distarice
Council Utility Committee

EHD/IMF/mb O 3’1
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PHILIP T. BRADLEY December 16, 1997 COPL%R?BDT:V;ES 1219?:2
COMMISSIONER, FOURTH DISTRICT . S.C.
VICE CHAIRMAN (803) 737-5220

SNFARTE URLATEFILED

The Honorable William E. Kennard

Chairman, Federal Communications Commission

1919 M Street NW ) o
Washington, DC 20554 C O Do ket Ne 1 T-403)

AN

Dear Chairman Kennard:

I greatly appreciated the time you gave me on December 9, 1997, to
discuss the BellSouth 271 Petition that is before you.

As you are aware South Carolina approved BellSouth’s application to
provide in-region interLATA service. After examining all the evidence and
hearing the witnesses both direct and under cross, 1 believe we made the correct
decision. In the event you, the Federal Communications Commissioners don’t

agree, | feel it 1s important that we have a clear and concise avenue to move
forward with this issue.

I look forward to working closely with you and be assured that South
Carolina will use its authority to see that the system is properly and timely
enhanced. As we are asking this for our consumers, we are also telling you that
the South Carolina Public Service Commission we will not shirk its responsibility
and will live up to the faith and trust placed with us.

It was very encouraging to hear your comments concerning a shared
responsibility with the states and commitment to work together.

Thank you again for your time and courteousness.

Philip T. Bradley (:) g
. No. of Uoples rec’dm_gj.‘,w
PTB:ep Ligt ARCDY:
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January 20, 1998 ~
™~
CC.Doc_kejL NO- 97-431 —
- I r
The Honorable William Kennard, Chairman R F%:;{: AY @ »
S D =
Federal Communications Commission -
1919 M Street NW &

Washington, DC 20554

Dear Chairman Kennard:

Congratulations on your appointment as Chairman of the Federal Communications Commission.
I am sure that you will agree that one of the most important goals of the Telecommunications Act
of 1996 is to foster robust competition in all sectors of the telecommunications industry. That is why

I am writing you now in support of BellSouth’s application to enter the long distance market in
Louisiana.

The Louisiana Public Service Commission has examined the issues and has found that all statutory
requirements have been met and that BellSouth’s entry into long distance will serve the public
interest. As a public official with an abiding interest in the economic future of New Orleans, 1

believe that BellSouth’s presence in the long distance market will also stimulate competition
throughout the local telecommunications industry.

Si}c_@r\ely,

(A

~ 3 2 00U
Peggy Wilsor " | \
Councilmember At\Large

PW/KM/mb
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Todaro & Associates, Inc. RO ¢
3445 N. Causeway Blvd. Suite 322 o
Metairie, 1.4 70002
504-830-4735 FAX 504-830-4704

January 16, 1998

The Honorable William Kennard
Chairman

Federal Communications Commission
1919 M Street, N.'W.

Washington, D.C. 20554 CC /Doc_|<€/+ /\/D- q 7-A3/

Dear Chairman Kennard:

As a friend and business associates of a BellSouth employee, I am well aware of the
telephone company’s request to enter the long-distance market in Louisiana. 1 also
understand that Congress developed certain requirements local telephone companies must
meet before they are allowed to do so, and I believe from everything 1 have read in the
newspaper and heard from people who work in the industry that BellSouth has met these
requirements. It seems only fair to let them enter the market without further delay.

As a consumer, I believe I will benefit if BellSouth is allowed to compete for my long
distance service. I don’t make a lot of long-distance calls and I read that if BellSouth is
allowed to provide long-distance service, it will lower my rates by 5% - no matter how
many or how few long-distance calls | make. That’s real savings I can count on.

Furthermore, it makes sense to me that when Bellsouth becomes a full service provider —
offering both local and long-distance service — that the long-distance companies will want
to do the same. That will give consumers even more choices and will enable them to

shop around for the best local and long-distance service prices or pick one company to
handle all their needs.

Finally, Bellsouth is a good company to its employees, its customers and the community.
It generates high-paying, quality employment for thousands of Louisiana citizens, it
provides top notch service to millions of customers and it is a good corporate citizen,
participating in numerous charitable endeavors.

I urge you, Chairman Kennard, to approve BellSouth’s request and let them compete in
the long-distance market. Nothing but good will come of it.

Va/ Zato

Angetd Todaro No. ot Copies rec“d_(_)_,_lww
List ABCDE

Sincerely,
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The Honorable William Kennard TR e TR =
Chairman
Federal Communications Commission . _
1919 M Street, N.W. C.C Doc ket No. G97-23/

Washington, D.C. 20554

Dear Chairman Kennard:

As you continue to examine BellSoutly’s long-distance application for the state of
Louisiana, I urge you to consider the needs of the citizens who will benefit most from your
approval of that application.

My company is located in St. Mary Parish, which is one of 17 parishes (or the
equivaient of a county) that are split by an arbitrary calling zone or LATA boundary. As
suci, consumers and businesses in this arca cannol take full advantage of discounted local
calitisg plans. These opticual plass, which were deveiopad by our state puliic serviee
commission, provide discounts of up to 70 percent ou leng-distance calls piaced within the
parish. As St. Mary Parish i cevered by this imaginary line, our citizens and businesses are

enahized from receiving the full benefits they deserve.

I heartily believe that the first step in removing this onerous restriction is to allow
BellSouth to provide long-distance service in Louisiana. Their entry into long distance will
encourage the long distance carriers and others to enter the local residential service market
on a broad scale. Only then will full competition exist in both the local and long-distance
business, and only then will these boundary restrictions fall by the wayside.

[n addition to speeding up the removal of the LATA boundary restriction,
competition by BellSouth will spaik long-distance service price reductions and inciease
the number of real choices consumers and businesses have for telephone services. These
are the kinds of benefits the citizens of St. Mary Parish deserve.

Our community has been disadvantaged long enough. 1 urge you to approve
BellSouth’s request and let them compete in the long- distance business in the state of

I .ouisiana.

Sicerely,

nena Constructlion

Uol

Wn, ot Copies rec’d
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January 19, 1998
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CC Deocket No. §7-3

The Honorable William Kennard

Chairman, Federal Communications Commission
1919 M Street NW

Washington, DC 20554

Dear Chairman Kennard:

It has been nearly two years since Congress passed legislation
opening the telecommunications market, yet the market is still
not open. BellSouth is attempting to change that by seeking your
approval to compete for long-distance service in Louisiana.

Consumers want more choices. We want to select our local,
long-distance, wireless, and Internet access providers from an
array of possibilities. In addition, we want the opportunity to
choose one provider that can handle all of these services for us.

Right now, our choices are extremely limited, and it is
impossible to find a single provider of all services.

Even though this legislation became effective two years ago,
few new players have gained permission to enter the market. When
will new players actually be allowed in ALL markets? Since
Congress has opened the market, why do we not have more choices?

It is time to turn Congress's promise of an open market into
reality, and the place to start is by approving BellSouth's
application for Louisiana.

Sincerely,

SO L
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4720 Bright Street
New Orleans, Louisiana 70127
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The Honroable William Kemnard
Chairman, Federal Commmications Commission wil!
1919 M Street, N.W.

Washington, D.C. 20554

Kot

Dear Chairman Kermard:

I hope that the proposed merger between two major telecommmications
players will not be approved until local telephone companies like
BellSouth are allowed to compete in the long-distance market.

Consumers will not benefit from this proposed merger because the
resultant company will maintain its focus on business customers.
In addition, the merger will reduce the mumber of players in the
existing long-distance market.

On the other hand, consumers like me will benefit from BellSouth's
presence in the long-distance market. As competition increases,
prices decrease and product and service immovation occurs. Consumers
will have more options from which to choose. Also, with BellSouth's
current lines of business, we will finally have the opportunity

to select a single provider for all of our comumications needs. With
BellSouth's addition to the long-distance market, there would be

less concern about losing another provider to the merger.

To realize the full benefits of the Telecommmications Act of 1996,
all companies need to be allowed to compete in all markets before

mergers occur. Start by approving BellSouth's application to expand
into offering long-distance service in Louisiana.

( .
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Cayol J. Scott
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January 19, 1998

The Honorable William Kennard e
Chairman Vo nd g
Federal Communications Commission Ty
1919 M. Street NW
Washington, D.C. 20554

Dear Chairman Kennard:

Thank you for the opportunity to express my support BellSouth’s request to be a
long-distance service provider in the state of Louisiana. As an involved citizen, I believe
allowing our local telephone company a chance to compete with national long-distance
carriers is in the best interest of Louisiana consumers.

My involvement with the Sports Foundation and the Independence Bowl enables me to
see on a daily basis how competition drives individuals and teams to excel and be the best
they can be. My involvement with the community has shown me that this is true for small
companies and large corporations as well. When someone else enters your business, you
improve your performance so you can remain a winner. In my opinion, the real winner
will be the consumer who will get a better product for less money. It’s that simple.

Chairman Kennard, unleash competition in Louisiana and let consumers be the real
winners. Please approve BellSouth’s request.

Executive Director
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The Honorable William Kennard

Chairman, Federal Communications Commission
1919 M Street NW
Washington, DC 20554

86, W4 ST g £z mr

CC Docket No. §7-23

Dear Chairman Kennard:

I understand that you are in the process of reviewing BellSouth’s application to
enter the long-distance service market in the State of Louisiana. As a BellSouth
employee, I welcome the opportunity to bring additional choices and lower prices to
our customers. I respectfully urge you to approve BellSouth’s request.

Granting our request will enable us to expand services to our local customers.
Consumers will finally have the option of consolidating all communications services
with one provider and enable them to receive a single monthly bill. It would also
stimulate some of the large long distance companies to offer local service to their
customers as well. Regardless of who the customer ultimately selects as their

provider, the customers win.

In addition, as other providers come into our area to compete, they will need to
build infrastructure and invest in our community. Attractive jobs will be created in
both the construction and service segments, further fueling our economy. Even
though they are competitors, I personally welcome this economic growth because it’s
good for our area of the state which only emerged from a recession a few years ago.

Chairman Kennard, please consider our application very carefully and approve it
without further delay. It’s time to bring true competition to the local and long

distance telephone service industry.

Sincerely,

2449 Coburn Lane

Shreveport, la. 71107
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January 18. 1998

The Honorable William Kennard, Chairman
Federal Communications Commission
1919 M Street, N.W.

Washington, D.C. 20554

Dear Chairman Kennard: ct /DOC k¢+ A/o .97~ 23/

My father is a retired BellSouth employee and my brother-in-law is an active
employee. They both live in the community and are very active as most BellSouth folks
are. I know that BellSouth has an application before you that will allow them to enter the
long-distance business. I am writing 10 ask vou approve their application promptly.

BellSouth deserves the opportunity to get into the long-distance business. The
Louisiana Public Service Commission acknowledged that they met all the federal tests and

requirements to get into the business. They also determined that it was in the public's best
interest for BellSouth to compete for long-distance service now.

Now, all that is needed for true competition to begin in Louisiana {Bfor the Federal
Communications Commission to approve BellSouth's application. Then L, along with other
consumers, can begin to enjoy lower long-distance prices that competition will bring, [
urge you and the other commissioners to approve the BellSouth application now.

Yours truly.

T g pp—

Mike Adams
8171 Colquitt Rd.
Keithville, 1.A 71047
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Honorable William Kennard, Chairman o gg

Federal Communications Commission
1919 M Street, NW
Washington, D.C. 20554

(C Doclet No. 97-23 ¢

Dear Commissioner Kennard

I am writing this letter to urge you to approve BellSouth’s application
to enter the long-distance market in Louisiana.

I have relatives that are BellSouth employees, therefore, I am up to
date on the events that have taken place. The Louisiana Public Service
Commigsion reviewed the matter for over six months and concluded that
BellSouth should go forward with their application to the F.C.C.

By now, you have heard all of the reasons why BellSouth should be
allowed into the long-distance business. I’'m interested in lower prices,
more services, and the ability to do business with one company for all of my
communications needs. The best reason is that, it’s the fair and right thing
to do. Let Louisiana be the first to benefit and enjoy true long-distance
competition by approving their application now.

Yours truly,

Mike Kirkpatrick

9790 Monticello Dr.
Shreveport, LA 71118
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